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My Father Loved to Buy Cars. And Your Exclusive Contract.

My father loved to buy cars. Lots of them.

No, he wasn'’t a collector. | mean that he loved, really loved negotiating with car dealers. And in a
way, he did buy a lot of them because back then they only lasted about 3 years, max. My
recollection is that he was always taking me to a car dealer. It was fun.

But my father had rules for negotiating and one of them was to always, always have an
alternative. So, he negotiated with multiple dealers for that white over maroon Ford Galaxie 500.

If you're like most people, you probably hate shopping for a car. But even so, you probably follow
the rule of negotiating with multiple dealers because you know that you have to have alternatives
to any one deal.

If you're that savvy in connection with buying a car, why do you throw the rule out the window in
connection with your professional practice, especially if you’re a hospital-based physician group
leader?

Have you fallen for the lies that your group is in a service relationship to the hospital and that you
must be a good steward of that relationship?

Even worse, do you think that they love you? They don’t. Or, maybe they do, but their love isn’'t
stronger than the fact that sooner or later a competitor will say that they can do it with less
stipend support or that they can do it better because they won some award that no one in their
right mind really cares about.

How many alternative deals do you have in place right now for your group? How many other
deals are you pursuing right now?

My father loved to simply walk off the lot, leaving the deal in the air. “No,” he’d say to the
salesman, “you really don’t want to sell a car today.” And off we’d go. Usually, to get ice cream.

Can you say “no” to the hospital’s “final offer” because you have another deal in place? Can you
tell the hospital’'s CEO, “you really don’t want to make a deal today” and then walk away to go get
ice cream?
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All Things Personal

If you're like me, you won’t answer your cell phone unless you know who’s calling. You
certainly don’t want to hear from a telemarketer. And the same thing rings true regarding
people from out of the blue who want to set up an in-person pitch meeting.

But if so many physicians are screening their incoming calls and being extremely judicious
about those with whom they meet, how do so many get caught up in partnering with
scammers to pitch pain creams, orthotic braces, and other DME products, just to name a few,
to unsuspecting victims, usually participants in Medicare or other federal healthcare
programs?

| suppose it’s the lure of easy money, the modern day equivalent of investing in uranium
mines or tulip bulbs. There’s no reason to expect that years of education equate to a
bulletproof bullshit prevention device, especially when $30,0000 or $40,000 or $50,000 a
month in “all you have to do is sign prescriptions” is metaphorically dangled in front of you.

| know that you’re smarter than that.

But just consider that, so too, thought the many whom I've represented after they were
caught up in these circumstances.

Don’t aspire to be like them — instead, screen your calls, screen your meetings, and if it looks
tempting (especially when they tell you that their lawyers have vetted it — what do you think a
criminal would say?), let’s talk before you make a decision that changes your life, and not for
the better.

Help Us Help You With Helpful Content 1

What tailored content would you most like to see during this time?
How can we focus on solutions to your most pressing

strategic concerns? — \'\ | - o

Please fill out our confidential survey to ensure we best serve x \
your needs!


https://app.getresponse.com/click.html?x=a62b&lc=hvdFsG&mc=Iy&s=B2JzrQN&u=zHD09&z=EyCWyuc&
https://www.youtube.com/watch?v=z2FtZLvCa9s
https://www.youtube.com/watch?v=z2FtZLvCa9s
https://docs.google.com/forms/d/1QCNJuaPKnD5MARniGns77JoIY4tc9X-ivNDl3F8P76k/viewform?edit_requested=true
https://docs.google.com/forms/d/1QCNJuaPKnD5MARniGns77JoIY4tc9X-ivNDl3F8P76k/viewform?edit_requested=true

Podcast Compilation Greatest Hits - Manage Your
Practice Edition

We've curated our most popular podcasts on managing your

GREATEST HITS

STRATEGY PODCAST COMPILATION

Recent Posts

« Conviction For $70 Million in Fake
Medicare Claims Likely Sending Doc
to Big_House

o What if No One Wants to Buy the
Hospital Before it Closes? 2 More MA
Hospitals to Shutter Soon

e Snoop Doc Takes The Rap For
HIPAA Hop — Faces 5 Years in Pen
For lllegally Accessing Medical

Listen here.

practice into our second compilation album.

Sit back, enjoy, and think about your future.

Published Articles

e Sure, Dr. Chuck Was A Creep, But
Did He Kill Your Facility...or Worse?,
published in the Spring 2024 issue of
Communique.

e More Bad News For the Company
Model and its Sponsors, published in
the Fall 2023 Issue of Communique.
e What a $24.3 Million Judgement
Tells You About a Potential Tool to

Records Fight Unfair Awards of Exclusive

» Avoid This Error of Measuring Contracts, published in the Winter
Leadership Success 2023 issue of Communique.

o Trust but Document

Books and Publications

We all hear, and most of us say, that the pace of
change in healthcare is quickening. That means that
the pace of required decision-making is increasing,
too. Unless, that is, you want to take the “default”
route. That’s the one is which you let someone else
make the decisions that impact you; you're just along
for the ride. Of course, playing a bit part in scripting
your own future isn’t the smart route to stardom. But
despite your own best intentions, perhaps it’s the
problem is systemic.

The Medical Group
Governance Matrix™

The Medical Group Governance Matrix introduces a simple four-quadrant diagnostic
tool to help you find out. It then shows you how to use that tool to build your better,
more profitable future. Get your free copy here.
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Whenever you're ready, here are 4 ways | can help you and your business:

1. Download a copy of The Success Prescription. My book, The Success Prescription
provides you with a framework for thinking about your success. Download a copy of The
Success Prescription here.

2. Be a guest on “Wisdom. Applied. Podcast.” Although most of my podcasts involve me
addressing an important point for your success, I’'m always looking for guests who'’d like to be
interviewed about their personal and professional achievements and the lessons learned.
Email me if you're interested in participating.

3. Book me to speak to your group or organization. I've spoken at dozens of medical
group, healthcare organization, university-sponsored, and private events on many topics such
as The Impending Death of Hospitals, the strategic use of OIG Advisory Opinions, medical
group governance, and succeeding at negotiations. For more information about a custom
presentation for you, drop us a line.

4. If You’re Not Yet a Client, Engage Me to Represent You. If you're interested in
increasing your profit and managing your risk of loss, email me to connect directly.
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